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I     HOUSEICEEPERS '  CHA.T  Thursday,  May  I9,  I93S 


(POR  SROADCAST  US3  Ol^TLY) 

Subject:     "ROADSIDE  STAITOS. "    Information  from  the  Bureau  of  Agricultural 
Economics,  U.   S.  Department  of  Agriculture.    Publication  available,  Leaflet  6S-L, 
Roadside  Markets. 

— ooOoo — 

A  practical  model  roadside  stand  occupied  a  prominent  place  among  the 
various  displays  in  the  National  Exhibition  of  Rural  Arts  held  last  fall  in  the 
ill    patio  of  the  U.   S.  Department  of  Agriculture.     Our  Washington  correspondent  wrote 
'    very  enthusiastically  at  the  time  about  this  stand,  which  she  described  as  "com- 
plete with  real  vegetables  and  fruits  and  growing  vines  outside."     It  was  built 
of  ordinary  boards,  she  said,  shaped  like  an  oblong  with  the  corners  cut  off,  and 
stained  a  delightful  log  cabin  bro\'/n. 

At  the  broad  front  opening  was  a  coxmter  for  weighing,  measuring  and  \7rap- 
ping  products.     (I  have  her  notes  here  before  me.)     Pleasingly  arranged  shelves 
and  bins  at  the  rear  displayed  the  day's  offerings,  and  at  the  same  time  kept 
them  shaded  and  somewhat  protected  from  road  dust.    Narrow  shelves  held  jars  of 
honey,  preserves,  pickles  and  home-canned  fruit  and  vegetables  offered  for  sale. 
What  first  attracted  the  eye  of  the  discriminating  customer,  however,  was  an  old- 
fashioned  boat-shaped  chopping  bov/l  filled  with  colorful  vegetables  and  fruits* 
It  was  set  at  the  front  of  the  counter  v/hcre  it  showed  well  but  vsls  not  in  the 
way. 

She  added,   "I  wish  I  could  put  this  whole  roadside  stand  on  a  flat  truck 
and  travel  up  and  down  the  country  with  it,  as  a  contrast  to  the  ugly,  unattrac- 
tive stands  we  see  in  so  many  places.     So  much  depends  on  quickly  catching  the 
attention  of  passing  motorists.     YThen  a  stand  implies  by  its  charming  appearance 
that  products  offered  are  of  high  quality,  the  purchaser  will  usually  pay  a  fair 
price  for  them  and  come  back  for  more," 

If  some  of  you  i7ho  are  listening  today  are  thinking  of  building  a  stand 
this  season,  have  you  thought  how  its  appearance  will  be  judged  by  the  customer? 
Ask  yourself  also  where  buyers'  cars  are  to  be  parked.     They  shoiild  be  well  off 
the  highway  in  a  parking  space  that  is  easy  to  enter  and  leave.     Is  a  building 
necessary  to  sell  the  amount  of  surplus  produce  you  expect  to  have,  or  could  you 
manage  with  a  table  on  the  lami  to  start  v;ith?    Even  a  table  needs  some  weather 
protection,-  from  both  rain  and  sun,-  and  the  person  who  v;aits  on  the  customers 
must  have  a  place  to  sit  some  of  the  time. 

On  viiich  side  of  the  road  is  the  stand  going  to  be  located?     In  some  cases, 
the  best  position  is  on  the  right  hand  side  for  the  traffic  returning  to\7ard  the 
city.    Choose,  if  possible,  a  location  that  can  be  seen  in  either  direction  for 
some  distance.    And  put  up  signs  at  least  5OO  feet  away  from  the  stand  on  each 
side,  so  that  motorists  have  time  to  slow  down  and  stop  if  they  are  interested 
in  buying. 
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It  is  not  always  necessary  to  locate  a  stand  on  a  well-traveled  highv/ay. 
When  one  has  huilt  up  a  reputation  for  a  specialty  people  \7ill  turn  doym  a  side 
road  if  adequately  directed.    Much  of  the  high-speed  traffic  on  main  automohile 
routes  is  not  interested  in  "buying  perishahles  for  homo  use.    My  corrospondont 
says  that  in  Montgoraory  Coujity,  Maryland,  there  is  a  famous  fruit  farm  \7hich 
specializes  in  apples,  peaches,  and  cider.     Its  reputation  has  spread  so  that 
during  the  season,   scores  of  Saturday  and  Sunday  motorists  from  Washington  drive 
12  miles  to  the  county  seat  and  then  turn  off  on  a  side  road  for  2  miles  to  reach 
this  farm.     The  fruit  is  sold  in  the  harn  which  is  so  constructed  that  the  cars 
can  pass  right  through  it  after  loading  up  with  hushol  haskots  of  fruit  and  gal- 
lon jugs  of  cider.     This  farm  family  has  helped  advertise  its  wares  "by  having  a 
small  roadside  stand  on  the  main  road  "between  the  Capital  and  Frederick,  Maryland, 
a"bout  four  miles  from  the  farm,  "but  there  is  always  a  stream  of  cars  at  the  fruit 
"barn . 

The  quality,  freshness,  and  condition  of  fruits  and  vegeta"bles  are  vital 
factors  in  "building  up  favorahle,  or  "repeat"  trade.     So  a  well-planned  and  .well- 
managed  production  is  necessary,   if  there  is  to  "be  something  sala"ble  on  hand  every 
day  throughout  the  season,  always  of  the  highest  quality.     This  requires  harvest- 
ing each  kind  of  crop  at  the  correct  stage  of  maturity,  and  as  short  a  time  as 
possi"ble  "before  selling.    Many  stand  managers  make  it  a  rule  to  discard  or  use 
at  home  anything  that  is  not  fresh  and  high  grade,  for  disappointed  customers  do 
not  return.    Products  must  "be  protected  from  sun,  wind,  and  rain,   if  they  are  to 
remain  in  good  condition  while  they  are  on  the  stand.     In  some  climates  they  may 
require  icing. 

If  many  different  products  are  offered  it  is  helpful  to  have  a  bulletin 
"board  at  the  stand,  listing  products  for  the  day,  with  prices.     Prices  must  im- 
press customers  as  fair  and  satisfactory  if  repeat  sales  are  to  "be  developed. 
Customers  usually  hope  to  huy  at  cash-and-carry  prices,   since  they  are  furnishing 
the  delivery,  "but  many  of  them  are  willing  to  pay  a  slight  prcmi"am  for  freshness 
and  special  size  fnjits  and  vogcta"blos. 

Both  sellers  and  "buyers  are  likely  to  have  their  own  ideas  on  the  question 
of  price.    Buyers  usually  reason  that  when  they  "'ouy  at  the  farm,  the  middleman's 
profits  should  "be  eliminated  in  their  favor,   or  at  least  divided  "bet\7een  the 
seller  and  the  purchaser.    Farmers,  on  the  other  hand,  feel  that  they  have  to 
spend  considera"ble  time  away  from  other  work  in  order  to  wait  on  customers,  wrap 
packages,  and  so  on;  that  paper  sacks  and  other  containers  cost  something,  and 
that  these  "overhead"  expenses  should  "be  represented  in  the  prices  asked.  Occa- 
sionally their  specialties  command  a  better  price  in  any  market  than  the  every 
day  output  of  other  farmers.     It  goes  without  saying  that  weights  and  measures 
must  "be  correct,  and  that  deceptive  surface  packs  should  never  "be  used. 

The  U.   S.  Department  of  Agriculture  has  a  free  leaflet.  No.  6S-L,  called 
"Roadside  Markets."    These  and  many  other  points  are  discussed  in  it,  and  the 
reader  is  directed  to  some  good  State  bulletins.     So  if  you  wish  to  try  this 
means  of  earning  some  extra  dollars  this  summicr,  I  suggest  that  you  wite  for  a 
copy. 


